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14 INTERVIEW/Anuj Mathur, CEO, Canara, HSBC
OBC Life Insurance Company
“Raising awareness key against frauds”

Page 1/3

© Business Today - Money Today www.business-today.com


http://myimpact.impactmeasurement.co.in
http://myimpact.impactmeasurement.co.in/index.php?id=cc715e7c5f47dda3aa6cc023d5c6a508&id2=8128c44a0fa322fec319d4225d1013c5
http://www.business-today.com

A Canara HSBC <»

Impact

m.lmpuclmnn!ummnm.cn.ln

Life Insurance

Business Today - Money Today Page No: 14 Type: Supplement
Page Name: n.a. Language: English
Size: 930 sg. cm Circulation: 200,000

National - Jun 01, 2016 AVE: INR O Frequency:  Monthly

News monitored for: Canara HSBC Life

i INTERVIEW | anuJ MATHUR

Financial frauds are not new

to the insurance industry.

Anuj Mathur, CEO Canara, HSBC

0BC Life Insurance Company talks
with Teena Jain Kaushal and
Priyadarshini Maji about how these
frauds are conducted and how the
industry is gearing up for growth.

ow big is the threat of financial
frauds in the insurance industry?
We have noticed that fraudsters
generally contact the policy hold-
ers to pursue them for surrender-
ing the policy. To some extent we
are slightly insulated from these
kinds of fake calls as we follow a
pure bank assurance model, but
still we are trying to create more

They operate underground and change their phone num-
bers and operation places very frequently. Last year, we
received some complaints about frandulent calls and
that’s when we got to know that these people had called
from a place which was shifted later. They also manage
a database and that’'s how they get aceess to customers.

How does data get leaked? Does it happen from
within the company?
We don’t know what’s the source of such information,

awareness against it. But, there is another problem from
the customers’ end as well — customers also sometimes
get swayed away with the fraudulent promises and
eventually surrender the policy. I think to avoid all this,
awareness is the key and we are trying to ereate more
awareness against such frauds.

How are such frauds conducted?
FFake callers are not the employees of any company.

but yes information leak from within the company has
happened in the past, but now it has been controlled to
a large extent. The stringent steps by the industry regu-
lator Insurance Regulatory and Development Authority
of India(IRDA) and the insurance companies have also
helped in stopping such information leaks.

As industry moves towards more digitisation, it poses
further challenges. Although digital transactions are se-
cure, yet when you move into digital space it kind of opens

M T
14 June 2016

Page 2/3

© Business Today - Money Today www.business-today.com


http://myimpact.impactmeasurement.co.in
http://myimpact.impactmeasurement.co.in/index.php?id=cc715e7c5f47dda3aa6cc023d5c6a508&id2=8128c44a0fa322fec319d4225d1013c5
http://www.business-today.com

A Canérao ;;SBC < i m paCt

Life Insurance

warw. impactimeasureament.ao.in

Business Today - Money Today Page No: 16 Type: Supplement
Page Name: n.a. Language:  English
Size: 930 sqg. cm Circulation: 200,000

National - Jun 01, 2016 AVE: INR O Frequency:  Monthly

News monitored for: Canara HSBC Life

. INTERVIEW | anuJ MaTHUR

up your digital footprints for fraudsters to catch. As such
we have not seen many incidences of digital frauds till
now, but there is still always a risk in the digital space.
Indian information security laws are also not stringent like
in the western countries, so as an industry we have to fight
these things together.

How was last year in terms of growth? What is your outlook
for next year?

It was a great year for us. According to the recently
released growth numbers by IRDA, the growth figure
for overall insurance industiry was 14 per cent, while
we registered a growth of 35 per cent. There are very
few insurance companies that have achieved a growth
of over 20 per cent and we are proud to be one of them.
Further, we registered this kind of growth after many
years so we are even more delighted. We achieved it by
increasing the strength of our sales support staff, which
helped us in closely monitoring our business, and sup-
port from our banking partners.

Interestingly, if you look at the

companies have performed better in

companies. In our case, we are

branches to operate in pan-India,
but we have access to our customers
through branches of our three banks.

How much of your business currently comes from Unit
Linked Insurance Plans (ULIP) and traditional plans?
Currently, ULIP contributes about 70 per cent and tradi-
tional, 30 per cent. Two years ago, ULIP used to be about
95 per cent, so gradually we are shifting towards tradition-
al products. Our product philosophy is that we should offer
customers what they require. But looking at the markets,
I feel, in about a year's time, we will have a more balanced
portfolio — roughly 40-50 per cent of sales will be tradi-
tional. By September end, we would be adding about four
traditional produets; this will also provide a rider choice to
customers. Hence, I feel our product mix is going to veer
towards traditional.
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Is it because of the demand for guaranteed products
in the market?

I think people generally believe in guarantees. Bul if
we look at government schemes, such as PPF, post of-
fice schemes or fixed deposits, people generally look
at products they know. A similar trend is happening in
insurance, too. Certain population is looking for some
kind of guarantee, while there are others who are look-
ing at wealth optimisation. The reason ULIPs are still
selling is because people believe that with a transparent
portfolio, with some risks, they will be able to optimise
their returns. So you are right; there is demand from
certain set of customers.

Endowment policies typically offer not more than 6 per

cent return. Is it a good proposition?

In my view, it would be wrong to compare a traditional

product with an FD or with post office or PPF, because

they are pure investment produets. But, in here, what

people easily tend to forget is protection, which will
not come for free. There is no other

last year numbers, bank insurance “I-AS'I' YEAR WAS product in the market that protects

your long-term interests. Consid-

comparison to individual insurance A GREAT YEAR FoR :ering that insurance is a product

that offers long-term protection, to

a joint venture company of three us' WE REGISTERED compare it with a product that gives

banks, hich llectively hav 6-8 is wrong. That®
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Insurance companies need 300-400 0F 14 PER CENT" in terms of benefits — the overall

return. For instance, if I am giving
350,000 as premium, after 20 years
what am I going to get?

Internationally, the interest rates are declining.
Customers may get 7 per cent from five years, let’s say
in FD or PPF, but is there any product in the market
that gives you that return for 20 years? The answer is
no. Maybe as of now you are able to| get 6-7 per cent
returns, but if you are looking at it from a long-term
perspective, like saving for your kids or some other
event planned after 15-20 years, short-term produects
will not fit into that category. So if a customer is getting
5-6 per cent, it is a fantastic proposition because what
is coming along with it is protection. It has to be a like-
to-like comparison. ¢
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